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and severally liable for the acts and practices of the other
defendants involved in the business enterprise. The
aforementioned acts and practices of defendants USACS, TWS,
Bayne, and Havil thus violate Section 5(a) of the FTC Act, 15
U.8.C. § 45(a).
CONSUMER INJURY
22. Consumers have in fact been injured by defendants’

violations of Section 5(a) of the FTC Act. As a result of

defendants’ deceptive acts or practices, it is highly likely that

consumers will lose all or part of their investments.
THIS COURT’S POWER TO GRANT RELIEF
23. Section 13(b) of the FTC Act empowers this Court to
grant injunctive relief to prevent and remedy violations of the
FTC Act and, in the exercise of its equitable jurisdiction, to

award redress to remedy injury to consumers, to order

disgorgement of monies obtained through defendants’ unlawful acts

or practices, and to issue other ancillary equitable relief.
PRAYER FOR RELIEF
WHEREFORE, Plaintiff requests that this Court:
(1) Enjoin defendants permanently, preliminarily, and
temporarily, from violating Section 5(a) of the FTC Act in
connection with the advertising, offering for sale, or other

promotion of services and investments in paging or other FCC

licenses, or any other services and investments, or assisting in

the making of deceptive written or oral statements similar to
those alleged herein;

(2) Award such relief as the Court finds necessary to
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redress injury to consumers resulting from defendants’ violations
of Section 5(a) of the FTC Act, including but not limited to,
rescission of contracts or refund of money, and disgorgement of

unlawfully obtained monies;
(3) Award plaintiff the cost of bringing this action as
well as such other and additional equitable relief as the Court

may determine to be just and proper.

ERIC J. BASH

GREGG SHAPIRO

Federal Trade Commission
6th St. & Penn. Ave., NW
Room 200

Washington, DC 20580

(202) 326-2892 (E. Bash)
(202) 326-3549 (G. Shapiro)

Date: F@Wq J_‘qolb ”?/
e

MONICA E. TAIT

Federal Trade Commission
11000 Wilshire Blvd.
Suite 13209

Los Angeles, CA 90024
(310) 235-7890

Attorneys for Plaintiff
FEDERAL TRADE COMMISSION
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1. My name is GNNJEE ! an over eighteen years old

and am a citizen of the United States. I currently reside in
Butte, Montana.

2. For the past year and a half I have been dealing with a
gentleman named Lee Dayer in connection with applying for
licenses issued by the Federal Communications Commission (“FCC").
These licenses are for paging and Specialized Mobile Radio
(“SMR”) frequencies.

3. Most recently Mr. Dayer has been working for a company
called Bell Connections (“Bell”). He has told me that he is a
managery at Bell. Whenever I call the number Mr. Dayer gave me to
contact him (800-710-6869), the receptionist identifies the
company as "“Bell Connections.” Previously, at the same telephone
number provided by Mr. Dayer, the company was identified as
Discount Filing Services (“DFS”).

4. Before working at Bell and DFS, Mr. Dayer was involved
with a company called United Consulting Services (“UCS”). Mr.
Dayer told me that UCS was his company. I understood that to
mean he owned UCS.

5. Mr. Dayer solicited me to invest approximately $14,000

for applications for SMR licenses. On March 10, 1994, and March

4
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16, 1994, I wrote two checks to UCS, one Zor $6,500.00 and the
other for $5,825.00. I sent these checks to Mr. Dayer in Los
Angeles, California, in order to file applications for a total of
11 SMR licenses. The checks are endorsed oy Mr. Dayer. Copies
of the checks are attached as Attachments A and B.

6. More than six months passed and I had not received the
SMR licenses. Mr. Dayer, who was then working for DFS, told me
that since I had not received any SMR licenses and that the SMR
application process was frozen, he would file applications for
six paging licenses on my behalf. He told me that the paging
licenses were better anyway, and that I would get them much
quicker than the SMR licenses. He sent me some literature about
paging licenses. A copy of this literature is attached as
Attachment C.

7. Mr. Dayer told me that investing in paging licenses
would yield me a very good return. He said that he would also
file for licenses and that we were both going to be rich. He
said that large paging companies would buy my licenses for
$20,000 to $60,000 each. He also said that I could lease each of
my licenses to paging companies and get $.50 to $1.00 per

customer per month, with the expectation of 20,000 customers.

EXEIBIT 2
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8. Mr. Dayer also told me that if I leased my licenses,
the companies who leased it would sign long term business
management agreements and would construct the paging systems for
me. I knew that I was required by the FCC to construct systems
within one year, or lose the licenses.

9. He further told me that I would not have to invest any
more money, except $35 for each application. From speaking with
Mr. Dayer, I believed there was no risk in getting the license
and making a profit on my investment.

10. I trusted Mr. Dayer. We had spoken many, many times
for hours on the phone, both at his office and his home. I even
spoke with his wife several times. Mr. Dayer told me that he was
a Christian and that he prays for me. He acted as if we were
close friends.

11. The applications I signed were for paging licenses.
Between February and May 1995 I received notifications from the
FCC that I had been granted six paging licenses. These licenses
were for the following cities and bands: Atlanta - 464.025 MHz;
Chicago - 463.625 MHz; Tallahassee - 929.1625 MHz; Green Bay -

929.4625 Mhz; South Bend, Indiana - 929.0625 MHz; and Jackson,

M

Mississippi - 929.1625 MHz. I was very excited about receiving

the licenses.

EXHIBIT 2
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12. In April 1995, I received a letter from Bell
Connections, signed by a J. Justus, as president of Bell. This
letter asked if I wanted to receive a “complimentary referral
service to assist in the placement” of my licenses. I signed the
bottom of the letter and sent it back. I have heard nothing from
Bell about this placement service. A copy of the letter is
attached as Attachment D.

13. In about September 1995, I began calling paging
companies in the markets for which I had won licenses. I called
about ten companies, including SkyTel, MetroPage, and Air Touch,
and spoke with representatives of each. Every representative I
spoke with said the same thing -- that their companies were not
interested in my license(s). They said that if they wanted a
shared license, they would apply for those license themselves.
They practically laughed at me. I did not realize until I spoke
with the paging company representatives that I owned shared
licenses.

14. After my conversations with the paging company
representatives, I was very upset and tried to call Mr. Dayer. I
called many times in the last few months, but he would not take
my calls. He has never called me back. I have been trying to

reach him since June 1995, probably over a hundred times. I have

4 EXHIBIT 2
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not been successful. He even had his home phone disconnected.
When I call the number for Bell Connections, the receptionist
dutifully tells me that Mr. Dayer is in a meeting or otherwise
unavailable, but that he would call me back. For six months he
hasn’t.

15. I have spoken with a Michael Berman, who claimed to be
the customer service advisor for Bell. All Mr. Berman would tell
me was that he would try to do something about my licenses.

16. On November 20, 1995, I called Mr. Berman. He told me
that there has been no activity on his paging licenses. He was
exploring the possibility of acquiring stock options from a big
paging company for one or more of his licenses. Mr. Berman told
me that the first quarter of 1996 looks good, with a much better
chance of buyouts for license holders. I hope so, since two of
my licenses (for Atlanta and Chicago) will expire in February

1996.

I declare under penalty of perjury that the foregoing is

true and correct.

pated: Qe ZZX ., 1995

T
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Discount Filing Services

BANK WIRE INSTRUCTIONS

AT

Bank of America
5959 Canoga Avenue
Woodland Hills, CA 91367
Tel. # (818) 994-8200

Branch: 1201

Account#: 12015-02282

ABA: 1210-00358

Account Name: Discount Filing Services, Inc

Attachment ¢
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Communication
Opportunities

On
The
Move

More than ever, America is a nation on the move.
The need for instant and accurate communication
is essential. In our fast-paced, mobile society,
keeping in touch for business and personal needs
is no longer a luxury, but a necessity.

Today's telecommunication innovations have signif-
icantly broken down the barriers of distance and
time, yet none have experienced the explosive
growth of the muiti-billion dollar paging industry. In
the last two years alone, the number of people
using pagers has skyrocketed from 8 miilion ta 12
million, a dramatic increase. The paging industry
predicts that by the year 2000, there will be over 50
million pagers in use. Large segments of the
American market remain unserved and the ever
growing need for inexpensive, portable communi-
cation is virtually unlimited.

Paging industry surveys indicate that the major
growth in pager sales will be derived from three pri-
mary markets: small businesses, professionalis,
and the general consumer. The goal of the paging
licensee is to become a participant in the billion
dollar telecommunications industry.
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Paging?

A pager is a low-cost mobile communication
device. Unlike the mobile phone, the pager is a
one-way, or simplex communication tool. The pager
can be categorized as a “wireless personal
answering machine.’

Paging is a means of transmitting alphanumeric
(numbers & letters) data or information from one
person to another. This is accomplished by utilizing
a normal everyday telephone as a transmission
source and a pager as the receiver.

With new technology now available, voice mes-
sages can now be received, stored and heard on
the pagers of today. Now, everyone can have their
own “Personal, Portable, Wireless Answering
Machine, or E-Mail.”

EXHIBIT 2
12.
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The paging market has been growing since the
introduction of the pager into American Society.
The industry’s largest companies are competing
fiercely for precious market-share as the paging
market grows dramatically. In fact, PageNet's sub-
scriber base has grown at a rate of aimost 40%
over the last two years. PageNet, one of the largest
paging companies, started at ground zero by
applying for an FCC license.

Paging industry revenues have continued to grow
since the introduction of the alphanumeric pager.
According to Economic and Management
Consuitants International, Inc. (EMCI), paging
industry revenues have grown steadily from 1.332
billion dollars in 1988 to over 2.5 billion dollars in
1993.

Pagers have experienced double digit growth in
recent years. 1.9 million pagers were added to the
installed base in 1991, bringing the total to 11.8
mitlion units in operation (an average increase of
more than 5,200 new paging subscribers per day).
According to Telocator, an industry association,
there were 14 miilion pagers in service in 1992, up
17.6% from 1891,

ECMI believes growth will remain robust in the
future, projecting more than 20 million pagers in
use by 1996.

“In 1992-1993 the ‘alphanumeric’ pager is expect-
ed to become the second largest segment of the
pager market and continue to grow in overall mar-
ket share. Interestingly enough, the highest rev-
enues on a per-pager basis are generated by the
‘alphanumeric’ pager ranging from $27 to $29 per
month, per pager over the past several years. This
campares with the standard digital disptay pager's
revenue of $7 to $10 per month. In conciusion,
EMCI projects continued strong growth in the num-
ber of pagers in service and total service revenues
for the paging industry. Digital display paging will
maintain its dominance of the paging marketpiace,
with ‘alphanumeric’ becoming the second most
popular service.”

“The average revenue per pager shouid stabilize in
the near future at approximately $14.00 to $14.50
per pager. cer month.”

PAGERS IN USE

40.000.000 r

30,000.000 + -

20.000.000

10.000.000 -

1508 1998 9m 1992 1997

—The
:Communication

Gap

As pagers become increasingly utilized and in con-
stant demand by business and consumers alike,
you, the LICENSEE, wili be given the unique
opportunity to capitalize on this explosive market.
Literally speaking, entire segments of the popula-
tion in your coverage area will consider paging as a
means to easily and con-veniently service their
communication needs.

*Quoted from EMCI Communications Consuitants: “The State of the -
U.S. Paging industry - 1993 EXHIBIT 2
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PAGING - PROJECTED MARKET
PENETRATION (%) 8Y GROUP

Paqgin
Custogmegr

Due to widespread and mass appeal, pagers have
become recognized as the universai communica-
tion device. Their affordability, ease of operation,
portability, and wide choice of service options,
make them the preferred choice of today's
American consumer.

Pager services are used by virtually everyone, from
students to professionals, housewives to business
peopie. factory workers to civil servants...anyone
who is on the go and needs to stay in touch.

As a paging licensee, your license wiil accommo-
date a full range of pager models and styles, as
welfas a wide variety of service options, covering
needs from the most basic to the latest in techno-
logical equipment available today. In addition. as a
private paging licensee, you will have the full and
unrestricted capability to provide a variety of prod-
ucts in the paging category. This will represent a
significant and highly lucrative segment of your
overall business.
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- Our
Fees

For private carrier paging
application services

The paging application preparation is actually the
compiiation of an exacting government

document. This document not only includes the
actual FCC application itself but any exhibits that
are required to accompany it. We at DFSI, have
the experience, technology, and resources to pre-
pare an acceptable FCC paging license applica-
tion.

Our tee includes everything to prepare an FCC
application in good order, as well as all engineer-
ing, frequency coordination, marketing and demo-
graphic studies.

In addition to a sincere desire to be in the

paging business, the Federal Communications
Commission requires that you must be at least 18
years of age.
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: The
Risk

For private carrier paging
application services

The DFSI, preparation fee covers all expenses
necessary to file your application(s), in good order
with the FCC (including the FCC required filing
fees).

Since the Licenses are awarded on a “first come,
first serve” basis, there is a possibility that you may
not be granted the License area for which you
applied.

Once a paging License is granted.
significant capital may be required to
finance the construction and operation
of the system.

Alternatively, the license holder may contract with a
Systems Operator in order to develop the system.
Final responsibility for these decisions must remain
with the license holder.

Although there have been exceptions, the FCC
may revoke a License that is not operational within
eight (8) months after the License is issued.

DFSI, makes no guarantees or assurances that
a paging system will be successful in any specific
market area. License application filings may have
limited availability of certain market areas and fre-
quencies.

Untii the entire paging system for a particular area
is operational, the license holder cannot expect
income to be generated. The decisions on the sale,
lease, construction and operation of a particular
license are solely at the discretion of the license
hoider.
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1s

ATTACHMENT C



The
Reward

Monthly Recurring Revenue $228.000
Operating Expense Current
Expense ¢ Revenue
Salanes $86.625 18.50% ip orger to see how paging can be profitable to the
Generat & Administration $22.500 10.00% licensee. look at how paging companies are val-
Engineenng & Facilities $25.875 11.50% ued.
Cost of Goods Sold $10.125 4.50%
Adverus . . "
Billng s;f‘ffj 3;3;’: The first method is to calculate a “value per pager,
Travei & Enteranment $2.250 L00% which is the gollar amount that each pager in ser-
Bad Debt $7.425 3.30% vice represents. The table below illustrates this
method. This table shows an estimated average of
Total Monthly Operuting Expense  $168.750 the value per pager of the companies listed as
| . r .
Operating Cash Flow $58.250 being $388.00 per pager
OCF 88.4% of Revenue 5.00% Another method for evaluating a paging company
is to use the "Operating Cash Flow” (OCF) method.
This method is very simpte: you multiply the month-
Etimated C. val ly “OCF™ by 12 to determine the yearly “OCF"; then
ompany Value ; : . R .
(Using 7x Multiple OF Cash Flows multiply by 7 'a\nd this gives youa fair espmate of
the company’s saie value. This method is also
Moathly OCF x i2 $38.230 shown in the chart to the right for a company with
$225,000 monthly recurring revenue. (To arrive at a
Annual OCF x 7 $673.000 per pager value, divide the company’s sale price by
. num ers in service.
Estimated Company Value $4.725.000 the number of pag service.)
VALUE PER PAGER
Shares Market Net Implied 12)
Pagers in Price 52 Weeks Outsi. Caup. Debt Latest 12 M. ($ mil.) Cash Flow Value Per
Paging Companses 1) Service Ticker T H L (ML) (dMila (SMID Rev. Op.inc. OF Mauargin  Share Multiple Pager
Arch Somm. 160.033 | APGR 7.00 12 71 71 408 8.7 382 T -2 98 2% $1.38 30x $94
Cricu Cumm. (3 101,022 | CPAG 14.00 NM 26 RAN ] 236 19.0 0.8 49 26% 191 12.7x 588
Dial Pupe 191852 | DPGE 10 NM 8.6 722 914 9.4 -1.8 18.6 5% .33 38X 53]
Muobiic Telccomm. 239.8000 | MTEL 12.28 i4 8|36 399.2 0.5 108.6 -2 98 9% 0.}0 NM N
Page Amenca 235.000 PGG 4.75 9 4 13 13.0 65.6 331 by 10.7 2% 283 78x 156
Paging Network 1.853.915 { PAGE 15.00 26 16} 33.5 5378 216.5 2025 193 7.2 6% 2.16 14.6 x 569
ProNet 123000 | PNET 700 {9 61 41 28S 39 13.5 1.9 59 3% 1.46 55x 263
Unafd Siaies Paging $4.800 | USPC 1.50 NM 37 13.1 43 12.9 0.8 32 5% 0.85 55x 317
Avg. tered. Dial & Cricon 44228 99?2 141 234 599 6K.S i 2| IR6 7% 4 $150 B3z $399
111 Data 15 us of Scptember 30, 1992, except for Arch Communications (8/3192), Dial Puge, und Cricu Communicanons tJune 30. 1992).
121 Represents market capuatization plus net debt. divided by the number of pugers i service. Averuge dues noi include Crico und Dial Puge.
{3) Current price represems midpoint of proposed iPO pricing runge on Crico's September 16 1992 S-1 filine.
EXHIBIT 2
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Teday
&
—— The Future

[t has ceen illustrated how large the paging market
IS projected to grow. the billions of dotlars that are
o be made In the coming years, and even which
types of pagers are going to grow in market share
and dominate the largest portion of the market.
The only question teft to answer is, “Which seg-
ments of the population are going to use all these
paging devices?"

The easiest and most effective way to answer this
question is with a picture. The following is a graph-
constructed from data compiled by “Frost &
Sullivan.” an independent market research and
anatyst group that performs this type of work.

The latest trend in computer technology is to com-
bine the messaging capability of pagers with
portable computers and mobile phones providing a
truly mobile office of tomorrow.

1983 has seen the advent of the personal data
assistant, the laptop computer which transmits data
over paging frequencies. Even newer products wili
be able to handle compressed video transmission
sent from personai computers to hand-held person-
al communicators.
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Dollars
and
Sense

The value of a paging license depends on a num-
ber of factors, the most important of which are:

* The population and demographics of
an area.

* The revenues received from
subscribers.

« The capacity of a system/range of
spectrum licensed.

» Competition in the marketplace.

($)
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INDUSTRY FOCUS

Mobile Radio Companies Heed Call of Cellular Market

Digital Networks Can Offer Services Geared to the ‘Mobile Work Force’

By GAUTAM Naix
:ff Reporter of THE WaALL STREET JOURNAL

As if the wireiess wars weren't fevenish
>ugh. an uniikely breed of players is
inng up to give the $9 billion cellular
LusStry a run for its money 1n some of the
-gest urban markets.

The upstarts are specialized mobile
110 companies — providers of radio dis-
ch services for piumbers, truckers and
.1 cabs. In the past few months. their
ce-obscure and static-filled radio fre-
:ncles have become remarkably vajua-
. Spurred by the relaxation of certain
eral rutes, these firms are converting
'r antiquated “‘analog” technology to
e powerful “‘digital’ systems. In time.
s witl atlow a host of firms to branch out
T dispatch services into cetlular-like
Jne and data services.

‘There's a big ship called cellular
wing through,” declares Alan Shark.
sudent of American Mobile Telecommu-
Ations Association, ‘but its wake has
t gotten a lot larger."”

Dispatch carriers have been gobbling
mom-and-pop mobiie radio companies.
umber have gone public. and the partic-
riy aggressive Nextel Communications

. formerty Fleet Call Inc., has raised

r a billion dollars from several jarge
1panies and public investors. In the
t 12 months. Nextel's stock has in-
1sed fourfold to almost $40 a share.
~geting the Mobile Work Force
vlobile radio firms hope to carve a
e by offening voice, paging and dis-
:h services on a single handset. These
1ces. offerea on digital networks, will
:hem pursue the most lucrative end of

market: the so-cailed mobile work
‘2. including couriers, resl estate
1S and traveling executives.

The window of opportunity is the next
months.' asserts Jeffrey Huitman.
:{ executive of Dlal Page Inc.. a paging
“pany that recently took the plunge into
>ue radio. By that time. he says, the
erat Communications Commission
.18 likely have handed out most avail-

> digrial frequencies {or dispatch.
imong mobtle radio firms. no one is

1ng faster than Nextei. The Ruther-
. N.J.. company recently activated its
. digital network in Southern Califor-
and plans to expand its services in
rest of the state by early next year.
vextel's head start owes much to its
rman (2nd former FCC lawyer), vor-
O'Bnian. who had the 1dea of providing
-lar service on the dispatch radio spec-

8 Sextet Communisations - Has siarted
OPOERUons 1 LOS AnQeles: expects (o
activete gystams i San Francisco n early
1994.-

:ConCall Comumnications - Has licenses to
Introduce systems i Pacific Northwest anc
Rotky Mowntain-Midwest requons.

K Dlsl Page - Pians to activats first system n
mg-1994; will g8t LD a0dwional operations

Competing in the Digitali Mobile Radio Industry

in ot Southeastam states. 2
R Motereis - is awasting FCC approvais for losm
S8 mivkase I EEEE A
E-Amarican Mebile Systams - Naxte! pians 10 | | souer 4 shodeg 7, s
buy & mejority Stake i this Company in eary o
’ 1ummkmm R:ASvenses MabiteComm/Quentas - The -
Mpprovel io go oigltat ' G o s v serves
Powerfons - Expacis losstup first digits | POrnd, Ors.. Seaene, Salt Lake Clty.
_ oywtesm in Detvoit in sany 1995, and ‘ Mhﬂuumﬁpnm&
" IVeRREly Cover the Midwest. T twesndahayeens: oo
-Sestek lndusiriees- tsrasil defenss mmu—mum
mhuu':“mm wmnmnmm,
ik tranemiseion station %0 be sat up in the P Seach by (ats 1994... o W
1904 3rd quarter: servics (n antire iortheast ( 8- PHisneriel Commaniontions  Plens 0 5001
by teta 1965.- | opemions 1n € Paso. Teume, i mig-1004,
SRl

Projected digital subscriber units
in sarvice, in millions
L}

-

trum. After a buying spree, Nextei owned
licenses from over 100 mobile radio opera-
tors. Nexte{ aiso got Motorola inc. (o
design the digital handsets.

But many dispatch operators, fearing
they'd have to spend small fortunes to
match Nextel's digital service in their
areas. initizlly opposed the company.
Chuck Wells of Moblle UHF Inc., called
Nextei's expansion ‘‘monstrous.” Others
lobbied the FCC to block the company's
plans. And at an industry meeting, Brian
McAuley, Nextel's president. angered cot-
leagues when he described dispatch firms
as “dinosaurs’’ and urged them to improve
their technology.

Nextel eventuaily placated other dis-
patch firms by agreeing not to place its
digital sites too close o theirs. Industry
opposition finally died down once other
dispatch carriers decided to go digital
themseives.

Convincing the FCC

Nextel faced a more daunting hurdle:
How to persuade the FCC to waive certain
rules which effectivety blocked its pian to
go digital. Although the FCC wanted to
encourage competition among the cellular

empires. most {requencies in the cellular
portion of the spectrum had already been
distributed. Nextel's scheme seemed 3
clever way around the probiem.

It proved an uphtll task, however. Cellu-
lar operators. inciuding the Baby Bells and
GTE Corp.. "'unieashed all their lobbying
power’ at the FCC in an attempt to
prevent Nextel from receiving reguiatory
wgivers, according to a person familiar
with the situation. "A lot of late night
battles followed."’

At one point, when Democratic Sen.
Ernest F. Hollings of South Carolina
pressed the FCC 1o block Nextel's plan, it
seemed the company's progress would be
severely delayed. But Nextet had an ace up
its sleeve: it won the crucial backing of
powerful—if uniikely —sallies: several ma-
jor TV networks.

The broadcast companies had their
reasons for supporting Nextel. Antici-
pating the day when they could offer
high-definition television, the networks
wanted o own certain ultra-high-fre-
quency channeis not yet distributed by the
FCOC. But if the waivers were denied to
Nextel. the FCC. in its effort to spur
celluiar competition. might offer these

channels for wireless services — which
would be a blow to the networks’ plans.

The lobbying power of the networks
“undercut a lot of the vaiue” of the
senator's opposition to Nextel, the persor.
familiar with the situation said. Eventu-
ally. in February 1991. Nextel received the
waivers. ““There were 250 lawyers oppos-
ing us. including two ex-FCC chairmen.’
boasts Mr. McAuley. ‘‘But we knew what
the rules were.'’

The field is now brimming with players.
CenCall Communications Corp., Denver
plans to offer digital services in severs:
states. “We're not looking (o overtake
cellular carriers.” says Steve Schovee
chief executive. ‘"We're just looking for &
share of the market."

Despite their momentum, companies
face 8 number of obstacies. Mobile radio
handsets are tikely to be more expensive
than cellular phones: such firms must
reise biilions to build expeasive transmis-
sion towers to link the country: and they
will have to compete with entrenched
cellular firms who aiso plan to offer
various services on a singie handset.

“Marketing is going to be the biggest
chalienge,”” says Susan Passoni. anaiyst
at Cowen & Co. As with cellular firms. &t
will cost dispatch carmers a steep $600 to
$700 in marketing expenses to successfully
woo each subscriber, she says.

The dispatch industry is also far from
providing 3 '‘seamiess’’ network coast-lo-
coast, although leading firms are putting
together 2 consortium which will aliow
themn to handle each other's calls ang
permit national roaming.

Still, “for the first time, dispatch is
crossing over from biue collar subscribers
like taxi cabs to white cotlar users like reat
estate agents,” says Mark Hull, vice pres-
ident of American Mobile Systems Inc..
Woodland Hills. Calif. The Cellular Tele-
communications Industry Association.
once opposed., recently said it will accept
Nexte! and others as members.

Bigger players are also hungry for 3
slice of the pie. Motoroia, the largest
operator of mobile radio, is awaiting FCC
permission 10 go digital in some markets.
And the Baby Bells and GTE. currently
barred from providing dispatch services.
are aggressively lobbying the commission
to revamp its rules. “Most peopie in the
industry wouid agree it's probably an
inevitability’' that local phone companies
will eventually enter the dispatch markets.
says Debra B. Wayne, senior editor of the
Land Mobile Radio News newsietter.

EXHIBIT 2
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By James Kim
USA TODAY

The wireless {eljephone
boom has Motorolas earnings
— and stock — blasting off.

Late Monday, the wireless
communications and micro-
chip company announced
earnings of 86 cents per share
for the fourth quarter. That
was 21% higher than Wall
Sireet’s consensus estimate of
71 cents. And 48% higher than
eamings of 58 cents a share a
year earller. Investors pushed
the stock up 2% to $61%,.

*If this were a small compa-
ny, beating the estimates by
such a large margin might not
be significant,” says Robert
Muire, analyst at Morgan Stan-
ley. “For a company of Motoro-
la's size, it's quite significant.”

Analysts across Wall Street
boosted their earnings esti-
mates for 1995. Typical of the
moves, Marc Cabi, analyst at
Cowen & Co., pushed his esti-

JODAY'S MARKET

COMPANY SPOTLIGHT

A DAILY LOOK AT A COMPANY. INDUSTRY OR MARKET TREND

mated 1995 per-share eamings
up to $3.20 from $2.95.

A big surprise. Molorola’s
rise in profit margins. Net prof-
It margins — net income as a
percentage of revenue — rose
to 8% from 68%. That
stemmed in part from cost cut-
ting and lower-than-expected
depreciation costs. It also un-
derscores just how big a money
maker the wireless phone in-
dustry is in general.

Phone companies around
the world are furiously setting
up wireless phone networks. In
Washington, the federal gov-
ernment is auctioning licenses
that allow companies to build
wireless networks to offer per-
sonal communication services,
a new kind of wireless service.

Motorola benefits two ways.
I's the leading supplier of
equipment 1o set up networks,

owning 30% of that market
worldwide. It also selis wire-
less products such as phones
and pagers that consumers use,
owning roughly 40% of that
market. Revenue from wire-
less communications surged
64% in 1994, and accounted for
63% of 1994 revenue.

Motorola also benefited
{rom strong sales in its micro-
chip business. Among other
products, it makes the
PowerPC, a prime competitor
for Intel's Pentium chip. Mo
torola’s chip sales rose 22% in
1994, and accounted for 31% of
total revenue.

Analysts expecl earnings 1o
power even higher, about 25%
a year the next three to five
years.

So money managers and an-
alysts are bullish on the Stock,
which Is up 47% since hitting a
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52-week low in April.

‘That raises the question: Is it
now fairly valued? Technology
stocks have been hot the past
year, and some apalysts think
the entire group is due for a
correction. But for now, ana-
lysts think Motorola will zoom.
“The stock is undervalued,”
says Tony Langham, analyst at
NatWest Securities.

Motorola trades at 19 times
its estimated 1995 earnings.
The Standard & Poor's 500 in-
dex, meanwhile, trades at 13.7
times ‘95 estimates. But be-
cause of the company’s growth
potential, Cabi says, the compa-
ny deserves to trade at a higher
multiple, up to 25 tines 1993
earnings per share. That's
about $80 over the next year.
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INDUSTRY FOCUS

Mobile Radio Companies Heed Call of Cellular Market

Digital Networks Can Offer Services Geared to the ‘Mobile Work Force’

By GAUTAM Nalk
;taff Reporter of THE WatLt STREET JOURNAL

As if the wireless wars weren't fevensh
nough, an uniikely breed of players is
2arng up to gve the $9 billion ceflular
~dustry a run for i1ts money 1n some of the
‘ggest urban marxets,

The upstarts are specialized mobile
1dio compantes -~ providers of radio dis-
atch services for plumbers, truckers and
iX1 cabs. In the past {few months, their
ace-obscure and static-filled radio fre-
Jencles have become remarkably valua-
‘e. Spurred by the reiaxation of certain
>derat rules. these firms are converting
“eir antiquated ‘‘analog’’ technology to
1ore powerful “‘digital'’ systems. In time.
118 wiil atlow a host of firms to branch out
~om dispatch services into ceilular-like
none and data services.

“There's a big ship called ceflular
towing through,” declares Alan Shark.
‘resident of Amencan Mobile Telecommu-
1cations Association. ‘but its wake has
ust gotten a jot farger.”

Dispatch carners have been gobbling
‘P mom-and-pop mobile radio companies.
. humber have gone public, and the partic-
larty aggressive Nextel Communications
ne., formerty Fleet Call Inc.. has raised
ver a billion dollars from severai large
ompanies and pubdlic investors. In the
ast 12 months, Nextel's stock has in-
~eased fourfold to aimost $40 a share.

"argeting the Mobile Work Force

Mobile radio firms hope to carve a
.che by offenng voice, paging and dis-
afch services on a single handset. These
2rvices, offered on digital networks. will
[ them pursue the most lucrative end of
~e market: the so-cailed mobile work
>ree. ncluding couriers. real estate
gents and traveling executives.

“The window of opportunity is the next
X months. asserts Jeffrey Hultman.
1ef executive of Dial Page inc.. a pagqing
ympany that recentiy took the piunge into
“obile radio. gy that ume, he says. the
‘ederal Communications Commission
-ould tikely have handed out most avail-

ale digizal frequencies for dispatch.
Among mooile radio firms, no one is

~oving faster than Nextel. The Ruther-
ord, N.J.. gompany recently activated its
rst digital network in Southern Califor-
.3, and plans to expand its services in
e rest of the state by early next year.
Nextel's head start owes much to its
nairman (and former FCC lawyer). Mor-
an O’'Brian, who had the idea of providing
2tlular service on the dispatch radio spec-

H Aexiyl Communicstions - Has started
OPSIIONS 1 Lo ANpBies: sxpects 10
aclivate Sysems it San Francesco in eany
1994,

B ConCail Comsmmsications - Has licenses to
niYocuce systems i Pacific Northwest and
Rotky Mountmn-Midwest regons.

1 Disl Paye - Plans to activats first sysism i
mig-~1994; wiil 821 0D 20ditional Operations
in ix Southeastam states.

I Melarels - is awanng FCC approvats for
SRS Marksts.

- Aserigen Mebile Systams - Nextst plans 1o
buy s mejority staks in this company i sarty
1984; Amencan Mobile is awaiting £CC
approval {6 go cigital.

Powerfene - Expects 10 $8t up first digital
systus 1n Detroit in eanty 1995, and

Y gventmily cover the Midwest.

IGostek Indusirios- Uses israsi defense

mumm“
Finik tranasmesason station t0 be set up in the

by ints 1906.

Competing in the Digital Mobile Radio industry
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trum. Alter a buying spree, Nextel owned
licenses from over 100 mobile radip opera-
tors. Nextel also got Motorota Inc. (o
design the digital handsets.

But many dispatch operators. fearing
they'd have to spend small fortunes to
match Nextel's digital service in their
areas. initiaily opposed the company.
Chuck Wells of Mobile UHF Inc., called
Nextel's expansion —“monstrous.” Others
lobbied the FCC to block the company's
plans. And at an industry meeting, Brian
McAuley, Nextel's president, angered coi-
leagues when he described dispatch firms
as “‘dinosaurs” and urged them to improve
their technoiogy.

Nextei eventuaily placated other dis-
patch firms by agreeing not to place its
digital sites 100 close to theirs. Industry
opposition finally died down once other
dispaich carriers decided (o go digital
themselves.

Convincing the FCC

Nextel faced a more daunting hurdle:
How to persuade :he FCC 1o waive certain
rules which effectively blocked its pian to

go digital. Although the FCC wanted to
encourage competition among the celiular

opasations in £ Pase. Tee; in mid-1984.

empires. most {requencies in the cellular
portion of the spectrum had aiready been
distributed. Nextel's scheme seemed a
clever way around the probiem.

It proved an uphull task. however. Cellu-
lar operators. inciuding the Baby Bells and
GTE Corp.. “‘unleashed all their lobbying
power’ at the FCC in an attempt fo
prevent Nextel from receiving reguiatory
waivers, according to a person familiar
with the situation. A lot of late night
battles followed.”

At one point. when Democratic Sen.
Emest F. Hollings of South Carolina
pressed the FCC to block Nextel's pian. it
seemed the company's progress would be
severely delayed. But Nextel had an ace up
its sieeve: it won the crucial backing of
powerful—if unlikely —allies: severai ma-
jor TV networks.

The broadcast companies had their
reasons for supporting Nextei. Antici-
pating the day when they couid offer
high-definition television, the networks
wanted to own certain ultrs-high-fre-
quency channeis not yet distributed by the
FCC. But if the waivers were denied to
Nextel. the FCC, in its effort to spur
ceflular competition. might offer these

channeis for wireless services — whic.
would be a blow to the networks' plans.

The lobbying power of the networr
“undercut a iot of the vaiue” of tr
senator's opposition to Nextei, the persc
familiar with the situation said. Event:
ally, in February 1991, Nexte{ received t!.
waivers. "'There were 250 lawyers oppo:
ing us. including two ex-FCC chairmen.
boasts Mr. McAuley. ''But we knew wh:
the rules were,"

Thefield is now brimming with player.
CenCall Communieations Corp.. Denve
plans to offer digital services in sever
states. ‘'We're not looking to overta
celiular carriers.’’ says Steve Schove
chief executive. '*We're just looking for
share of the market."

Despite their momentum, compam
face a number of obstacies. Mobile raa.
handsets are iikely to be more expensin
than ceijular phomes: such firms .mu
raise billions to build expensive transm
sion tnwers to link the country; and th:
will have to compete with entrench:
cetlular firms who also plan to off.
various services on a singie handset.

“Marketing is going to be the bigge
chaillenge,”’ says Susan Passoni. anaty
at Cowen & Co. As with cellular firms.
will cost dispateh carriers a steep $600
$700 in marketing expenses to successfui
woo each subscriber, she says.

The dispatch industry is also far fro
providing 2 ‘‘seamiess’’ network coast-t
coast, although leading firms are puttir
together a consortium which will alic
them to handle each other's cails a
permit national roaming.

Still, “for the first time, dispatch
crossing over {from blue collar subscribe
like taxi cabs to white coilar users like re
estate agents.’’ says Mark Hull, vice prr
ident of Amertcan Mobile Systems in
Woodiand Hills, Calif. The Cellular Te
communications Industry Associatic
once opposed. recendy said it will acce
Nextel and others as members.

Bigger players are also hungry for
siice of the pie. Motorola, the large
operator of mobile radio, is awaiting F(
permission to go digital in some marke
And the Baby Bells and GTE. curren
barred from providing dispatch servic:
are aggressively lobbying the commiss:
to revamp its ruies. ‘“Most peopie in t
industry would agree it's probably
inevitability’* that local phone compan:
will eventually enter the dispatch marke
says Debra B. Wayne, senior editor of ¢
Land Mobile Radio News newsietter.
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Bells and Whistles Turn
Beepers Into Data Receivers

By Jonxn J. Kntizz

Stafy Reporter of Tug Wars, STREST Jounnas

In the beginning there was the beeper.
that annoying fitlle gadpet whose inces-
sant clurping told 10 call somebody
back. But now the 3 becoming &
dala communicator, s tiny low-tech com-
puter and an electronic message pad.

Paging carriers and two-decadeoid

beeper techtology are in danger of being
ubiquilous cethular

overuaken by the ubi
phone. And one day, communi-
cation services'* will deliver digital data,
voice, fax and ¢ven video {0
etphopes. So paging estrises are turn-

ng the simpie beeper into data communi-
cators for roving consumers, while siso
expanding their radio-wave networks o
beam news, stock quotes and other infor-
malion (0 portadle computers and paim-
sized ‘personal digital assistants.”

“PaqIng IS a real sleeper,” says Paul
Callahan of Forrester Research, Cam-
bridge, Mass.. which fotlows the computer
and communications industries. Pagers
are small, they're cheap, and have great
battery life—unlike cetiular phones.*

TwWo of the diggest paging carviers
Mu'ylnc 0 survive the wireisss wars are

Telocammenication

Techasingies
Corp., or Mtel, of Jackson, Miss.., and
BeliSouth Corp.. Atlanta, which aise
operates sizabie celtular and wireless data
2 businesses.
Fisancial Data

Miel, which serves 300.000 subscribers
oa its nationwide SkyTel paging networs,
began shipping & siew of pews and finan-
cial dawa 1o its customers in the past year.
Now 1t will 500n let senders use its network
10 reach portabie computers with mes-
sages several sentences long.

The aow brved of papers can carty text
MOSEEP08 0u IV SeTeeRS.

Al rivat BeliSouth, the MoblleComm
paging service & about 10 add Himited text
messages, beamed one way (o Japtop or
notebook cOmputers or (o apecially
equipped beepers. Customers will be able
10 set & pecking order for the peopie from
whom they want (o recetve messages. (Mo~
bileComm calls this “‘prioritizing. ) Better
yel. they can choose 0 have the sender
pay for the privilege of sending & message:
Either way, it's 52.95 per 100 characters for
immediate delivery, xad up {6 6 cents for
& message beamed overnight.

Even those edvances, (bhough, dom't
come ¢jose (o the new-fangied (eatures of

Light and Maebile

In sbout 20 years the beeper business
has grown to 15 millios customers and &2
billion in tevenue, 3ad more than 7% of
the business ts strictly smali-iirae, iocel
service. In hait that time, cellular phones
have spresd o 12 milifon customers sod

Please Turn to Pape 86. Column &
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“Bells and Whistles

Are Turning Beepers
Into Data Receivers

Continurd From Poge 81
revenue of $11 bultion. and they are grow-
iNg &l more than 307 1 year.

Mtel hopes (o stay competstive by cash-
g 1 on ever-highter, mobile computers.
Users will be abie to receive short mes-
sages over (he Skytei paging neiworx Oy
plugging & so-calied PCMCIA card -1 sim-
ple. credit-card-sized pages/modem ~ inio
(hetr portable computers.

To make things even more atiractive.
SkyTel's ptesident. David Garrison. says
the company will restructure its paging
rates 10 let peopie who travei to only 8 few
cities pay & fower price (539 a month) than
SkyTel's natlonwide service charge (563,
which rematas. A}l of this wiil mesn 8 lot
to the <0 mitlon peopie who don't work at
their desks," he says.

In the not-too-distant future, paging
services 1 the U1.S. will aiso be two way.
Mitel's Mtel Technologies subsidiary is
buiiding 3 $15¢ million network, scheduled
tostart operating in 1595, that wall jet sub-
scribers beep & sender back to acknowl
eﬁetmmu:ormwndvitllsr‘ut
wmemo.

Stephen E. Pazian. president of Miel
riva) Mobilecomm, says snazzy paging fea-
wires are critical (0 stiract the {ndustry's
sales target: anyone who walks, drives,
rollerblades or flies. " We figure that many
of the 15 millico subscribers who currently
et paging services wil want a service thal
lets them controt the message flow.” he
S8y8.
Even with the new powers. beepers are
conventent and stmple (o operate. To resch
& pager you dial & singie phone number
and let a computerized voice iell you how (0
punch in the rest of the codes. The paging
message isei( worms its way theough the
jocai phone network 10 8 service’s com-
puter center, which then reiays the signal
via satellite (o iocl radio transmilters that
brosdcast the signat until (he pager picks

the message.
u’mmymuauummam
littie box thal slips over a belt is the only
reliabie mesns of communications. In
phone-starved China, peopie using pagers
werk out pumber todes with family mem-
bers who can’L get to & phone. If. say, the
pager beeps and *22” suddeniy appesrs oo
the ilttle screen, it may Mmesn dinnet's

scribers use their pagers 10 gt updates oa
thelr bank accounts. Thirty days after
service began, they used the necwork o
much that (he system ran oul of eapacity
and had o be expanded.
EXHIBIT 2
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Airwave-Auction Bill To Raise

By e WALL STREET JOURNAL Staff Reporter

WASHINGTON — The Senate Com-
merce Committee approved a bill designed
toraise $7.2 billion over the next five years
by auctioning part of the public airwaves.

The measure, similar to one that
passed the House Energy and Commerce
Committee this month, also transfers 200
megahertz of the radio spectrum from
government use (o the private sector.

Yesterday's approvai by voice vote
marks a turnaround for Democratic lead-
ers who have opposed competitive bidding
for the airwaves. a notion that surfaced
during the Reagan administration.

The Senate version originatly set aside
30 megahertz of the radio spectrum for
auctions. That wouldn’t raise much
money, however, so the number was in-
creased {0 180 megrhertz. That also was
expected to fall below the budget target. By
the time the measure cleared the Com-
merce panel, the limits were scrapped.

The concern has been that auctions
would benetit large corporations with deep
pockets and exclude minorities and small

$7.2 Billion Voted by Senate Unit

companies with innovative technologies.
Under the Senate legisiation, regulators
would be required to ensure that the
bidding process doesn’t leave out smail
ies with innovative technologies.

Much of the $7.2 billlon is expected 1o
come from auctioning part of the spectrum
for the next generation of wireless phones
and hand-held computers known as per-
sonal communications services. The Fed-
eral Communications Commission is ex-
pected to decide later this year or early
next year how much of the radio spectrum
these new services wouid be allocated.

Both versions exempt broadcast li-
censes from competitive bidding, a point
vigorously advocated by broadcasters that
feared they might have to pay huge sums
when their licenses came up for renewal.

Separately, the Senate Commerce Com-
mittee approved the nomination of Larry
Irving, 8 former staff member of the House
telecommunications panel. to be the Com-
merce Department's assistant secretary
for communications and information. The
full Senate is expected to approve the
nomination soon.
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By CHRISTOPHER REED

A

ENTION! Your immediate attention —
that's what your beeper demands. Shouid we
resist?

Many peopic uon't think so, however. Beepers.

now available in modish colors like Bimini Blue
and Vibra Pink, have caught on. Millions of Ameri-
cans wiilingly, even eagerty, wear these ejectronic
tethers, which range in price from $50 to $300, not
including a monthly service charge of $10 to $50.
Some 15.2 million beepers are in use in the United

L1Y

States, with Motorola being the biggest
player. And if the $2.8 billion industry
achieves its goal of 50 million units 1n
circulation within five years, beepers —
which are aiso calied pagers. and which
sometimes chime or vibrate — will be
neariy as common as VCR's.

The virtues of beepers are
evident. Doctors, plumbers,
expectant f{athers, teen-

agers — all may give
greater satisfaction if eas-
ily reached.

Paging Network inc.

Paging Network Inc. expects.to post
today a 45% Jump in operating cash flow for
the fourth quarter to about $29 miliion from
$20 miliion & year eartier.

In an interview, the paging company’s
president, Terry L. Scott, said Paging
Network expects to report that revenue
increased 34% in the period to $85 million
from $63.3 miilion a year ago.

The company, like most other paging
concerns, views operating cash flow—
earnings before interest. income taxes,
depreciation and amortization — as its key
performance measure because of heavy
up-front marketing expenses.

‘Mr. Scott said the company, which is
based in Plano, Texas, expects to report a’
net loss for the quarter of $4.7 miilion, or
nine cents a share, compared with a loss of
$4.2 ‘million, or 12 cents a share, a year
eartlier,

He said the company closed the year
with 3.070,000 pagers in service, up sharply
from 2.077.954 at the end of 1992.

Wireless Messaging Service
To Be Available This Month

Apple Computer Inc. said 2 new wire-
less messaging service for its Newton
MessagePad hand-held computer s ex-
pected (o be avatlable Oct. 18,

The service from MobileComm, 2 Bell-
Sewth Corp. unit, will allow users to receive

messages through s pag-

network expected 10 include 550 U.S.

cities, Apple said. Monthly fees are ex-

pected to range from $21 for local coverage
to $531.95 for nationwide coverage.

By contrast, a nationwide paging serv-
ice catled SkyTel. a Mobile Telecommuni-
catious Technologtes Corp. unit, charges
$125 2 month for 100 pages. each of which
can be as long 2s 240 Characters. A pageris
provided [ree with the service. The Appie
service requires a credit-card-size receiver
made by Motorola Inc. that fits into a slot

in the computer and is expected o retail
for $229.

Apple to Offer a Paging Plan for Newtons

By JOHN MARKOFF

In sn effort 10 pick up sluggish
ssles of its Newton hand-heid comput-
er, Apple Computer said yesterday
that It would begin offering the sys-
temn with a paging service under a
(wo-year jease program with Mobile-
comm, a subsidiary of BeliSouth that
offers a nationwide paging system.

Apple aiso said sales of the Newion
were better than had been speculat-
ed. Gaston Bastiasns, vice president
and 1 manager of Apple's Per-
somal [nteracuve Electronics divi-
ston.’said the company had soid $0,000
machines through the end of 1993. He
said that the number ¢id not inciude
thoss sold bJ' S:lrp. on: of Appie’'s
pariners in the Newton Project.

Al the end of Octobsr, Apple suid

that it had sold 50,000 Newtons to
desiers, but there have been scat-
tered reports of s high return rate for
the machine, which has come under
criticism for imperfect handwriting
recognition. Mr. Bastiaens said the
new sales figure indicated that Lhe
Newtion did have some momentum
even though sales had slowed since
the introduction in Augustl.
feasing agreement with Mobi-
leComm offers a local paging service
for $49.95 a month or a national serv-
ice that inctudes 550 cities in the
Usnited States and the Caribbean for
388.95. At the end of the 24-momin
case & customer must buy the New-
(o Messagepad and the Newton pag-
ing card for $89 or continue the jesse
program with ¢ $10 monthly discount.
Appis nmavn demonsirated the
paging system, which jets the Newton

receive 500-character text messages
and then perform some action such
as automatically cailing up an elec-
ironic file with s phone number or
scheduiing &n appointment.

Appie said that more than 1,000
companies were developing sofiware
and peripherais for the Newton, al-
though only 40 sofiware applications
are currently avasiable.

Industry executives 8810 LRal Appie
was working on severai new versions
of the Newton, including one that is
said to have up to 10 times the battery
life of 1he onginai Messagepad mod-
el. The Lindy version, which 13 abuwt
the same siae 8 the Newton, bul wih
an entarged base t0 accommodale 23

more baueries. s 8iso said (o have »mep cpyENT

improved handwriting recognition
saftware.
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With new pager
messenger’s voice
will follow the beep

ByBL.A. LOREK

usINess Writer

Beep. Pick up a gallon of miik on
your way home. Beep. Come back
to the office. now.

No longer will your pager just beep
atyou. It will soon talk to you.

Oa Friday, Motoroia announced
that it has teamed up with Paging
Network of Dallas to develop a new
paim-sized personal answering
machine. The device. a pager-iike
product called VoiceNow, captures,
stores and playbacks voice mes-
sages.

“We think it's the first product
that has the potential to really crack
the consumer market.” said Barry
Fromberg, chief financial otficer
for Paging Network, the country’s
largest paging company.

Here's how it works:

The person sending the message
dials a special phone number. the
same as using a pager now.

The caller hears a recorded greet-
ing from the recipient and lcaves an
oral message. This is sent by phone

(o a paging terminai. then to a satei-
lite, and finally to the recipient.

The device differs from voice
pagers available several years ago
because it used digital technology
while they used low-quality analog
transmissions. Also. the old pagers
didn’t store messages. so a voice
could come blurting out at inoppor-
tune times. .

PageNet expects to start seiling
them next year through its existing
1,500-person sales for about $20 a
month,

Pager customers now pay about
$7 10 39 a month for local service.

John Adams. 2 communications
and software analyst at Principal
Financial Secunties in Dallas, said
the new product is likely to be popu-
lar,

*I carry a pager right now. I'll bet
my wife would love it...if she knew
she could call me and get a voice
message to me virtually anywhere.”
he said.

Sun;SenuneL Saturday, Apnl 9, 1994
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Paging all consumers

Popularity nearly doubles in four years

By Donne Rosato
USA TODAY

Chirp.chirp . ..

That's not 8 bird you hear —
mP?;“;rm ‘:' %ep :

used (O ihe

pocket o g business-

man's brieicase — even in

drug deslers’ digs ~ are show-

ing up more and more in the

hands of kids, {eenagers and
working parents.

Hait of all pagers now soid
are for personal use, says Telo
cator, the personal communi-
cations industry association.

“They're one of our hoitest
sellers during the holidays,”

GROWING POPULARITY: The Memo Express Alpha mode! has
helped Motorota capture 85% of the \ S. pager market.

11 or more

Pe save beepers so
beby sitlers cam reach them

Beep, beep: pagers stay busy

Number of messagee (thal pager users get daily:

[ -8

By Suty Parier. USA TODAY

electronics buyer at ABC Warehouse, 8 consum-
er etectronics chain (n Michigan.

Becauwse producuon lechnology s more efi-
clent and demand s up, pager prices have

dropped.

Pagers are also cheaper than celiv
lar tejephones. Celiular phones cust about §150
but monthly (ees and 3CCESS ChATEES Mmake them
much more expensive than pagers.

P-Availabilily. A few years ago, pager

waren't soid by retailers. Consumers had (0 1.0

vices. Now Kmarnt
Electronics reiailers such as Circuit City,

Buy snd Radio Shack also are selling (hem.
“Peopis are more mobile and (peger) prices
have mﬁm aflordable.” says Jesn Cop-

MobileComwn, the largest supplier
of pagiag products and services 1o retallers.
for pagers has been »
this A ays. “Lots of people
them as Chirisinmas »

Pagers aren't only 8 hot Christmas ttem. Mobs-
leComm says Fathers Day is iis second-biggest
heliday for pagers. “We always so¢ 8 spike in
sales st Christmes but pagers bave become &
very accepted gifL.” Fraser says.
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Bell Connections,. ' "c.

R

2103] VENTURA BLVD., SUITE 1000 WOODLAND HILLS'; CA 91364
Tel. # 800-710-6869 Faxw 818-712-9747

April 12, 1995

Subject: Complimentary Service Agreement - SMR and Paging Licenses

Dear Mr-

In our continuing effort to better serve our clients, Bell Connections, Inc. has initiated a
complimentary referral service to assist in the placement of client SMR & paging
licenses. This service is reserved for Bell Connection's clients only. Bell Connections
presently has a working relationship with several communications company in both
primary and secondary markets. These companies have indicated a need for SMR and
Paging frequencies at locations throughout the country. At our clients' request we will
enter licensing information into our data base and presenting it to the appropriate
companies, we provide clients with additional opportunities to be assisted with their
licenses. Bell Connections is an independent third party in this transaction and receives
no compensation.

We would like to congratulate you on receiving your licenses. If you would like to move
forward with our services, please sign and return this letter with copies of your licenses.

Do not hesitate to call if you have any questions. A representative of Bell Connections
will call you within 96 hours of receipt of your license.

Best Regards,

/O /()/0//274%&

J. Justus
President, Bell Connections, Inc.

The undersigned has read the above Service Agreement and wouid like to participate in said
service on a complimentary basis with no commitment on behalf of the licensee.
Bell Connections, Inc., cannot guarantee the outcome of above service.

Return this agreement with licenses attached
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